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Customers have higher requirements for logistics industry base on global 
economic development. The traditional single logistics mode could not meet 
customers’ need now. The modern logistics industry required forwarders can offer 
integrated logistics service. Facing competitive and fast changing market environment, 
as an integrated logistics service provider, A company’s current sales business process 
couldn’t meet customers’ needs. Firstly, this thesis analyzed the characteristics of 
modern logistics industry and the business process reengineering theory. It’s 
fundamental for following rethinking and recycling of A company present business 
process. Secondly, considering A company’s business development strategy, we 
analyze its present sales business process management situation and explore the 
existing problems. From the diagnostic result, based on ESIA, we proposed a suitable 
and feasible new sales business process which fit to the characteristic of A company. 
New business process includes organization reconstruction, sales process 
reengineering, post-sales system’s update and rational design, etc. The new business 
process can help A company to explore more business, improve the responding speed 
to customers and upgrade the customer service level, improve the internal and 
external communication. It also can reduce the operation cost of A company. Then we 
discuss the potential obstructions during implementation and how to resolve it. We 
also predict and summarize the expected effects. The study on A company sale 
business process reengineering is a trial of BPR in sales area. There is reference 
significance for other logistics company on the sales business process reengineering. 
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量达到了 6 万亿人民币，并且还在以每年 15%以上的速度增长[1]。中国的物流市
场是世界上成长性最好最快的市场之一，但居高不下的物流成本却制约着行业发
展。2011 年中国物流费用与 GDP 的比率为 17.8%。而在西方发达国家物流成本
















































































































（3）A 公司的销售业务流程管理现状与问题分析。对 A 公司及其销售业务
流程做相关介绍。分析公司目前以产品为中心的销售业务流程存在的问题及其成
因，提出其销售业务流程再造的必要性。 
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